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1 !!:n?:r og“$ B ?blem- A pioneer must continuously reinvent itself to retain
s ,fdw:"t NNovation ang nurturing its unique selling proposition (USP).
. steaﬁg'e I\ils lost as soon as competition sets in. As it happens, in most

Jreover competition saves the cost of developing a new
- Mistakes. Nonetheless-if a company keeps reinventing itself
‘the reward are visible as has been the case with Seagull

il

S ,,twhe*‘dminatia entry into the Indian footwear market in 1991 by
W‘%ﬂt;segmem, the premium casual footwear market, with its
oy N?W, more than a decade later the brand remains on firm
Maintain its niche position while expanding product portfolio by’
0 casual lines of clothes. Rohan. a student of T YBcom savs
> the ultimate carving as without it you are not taken as
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